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[bookmark: _Toc216689665]1: Introduction 
GlaxoSmithKline Plc (GSK) is a renowned biopharmaceutical company, whose headquarters are in London but operates in 75 countries and specializes in medicines and vaccines for respiratory disease, HIV, and oncology, with a steady focus on R&D and innovation (GSK, 2025). It is crucial for GSK to enter emerging markets to strengthen economic capabilities and address the demand for special diseases. 
This report focuses on GSK re-entering India, which, as an emerging economy (EE), presents a unique opportunity as the fourth-largest economy in the world and projected to achieve $7.3 trillion GDP by 2030 (PIB.GOV, 2025). 
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Figure 1: GDP growth of India compared to other nations

(Source: PIB.GOV, 2025)
This report aims to critically evaluate GSK's strategic objective to enter India with two innovative oncology therapy measures (Times of India, 2025). This report conducts value chain analysis for GSK, evaluates entry modes for foreign markets, analyzes OLI factors, differentiates between home and host markets, and recommends three adjustments that need to be made in the SOP of GSK to operate in India. 
[bookmark: _Toc216689666]2: GSK’S International Operations and Benefits
[bookmark: _Toc216689667]2.1. Designation as a TNC 
Kristiansen and Schweizer (2022) defined "multinational corporations (MNCs)" that have "integrated headquarters" and offshore subsidiaries, but their activities are not strictly overseen by headquarters; they adopt managerial practices that are "lean" and "agile" in nature instead of focusing heavily on innovation. On the other hand, MODI (2024) contributed to the understanding of "transnational corporations (TNC)" developed by Bartlett and Ghosal, and identifies as a unique yet independent network that centralizes some of its resources and decentralizes others. In TNCs, expertise is scattered in different parts, and offshore subsidiaries function as critical junctions to operate in different markets with different product-customer ratios. Ietto-Gillies (2023) furthered this understanding of TNCs, which operate with distinctive hubs for innovation and manufacturing but harmonize these activities in proper synchronicity. 
[image: ]
Figure 2: Centralized structure of MNC
(Source: Kristiansen and Schweizer, 2022)
As the definitions of MNC and TNC are tallied against the operational activities of GSK, it becomes evident that GSK operates as a TNC and does not bear similarities with the centralized structure of an MNC. For instance, the R&D hubs for GSK are mainly situated in the UK, USA, Belgium, Italy, and Spain (GSK, 2025). Although GSK's headquarters is in the UK, its product manufacturing, clinical trials, and vaccine development activities are not limited to the UK. 
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Figure 3: Individualized revenue from different segments
(Source: GSK, 2025)
Overall, there are a total of 37 manufacturing sites used by GSK, including the USA, France, Puerto Rico, Belgium, and Singapore, apart from 9 manufacturing sites in the UK (GSK, 2025). The transnational attribute is more clearly evident in distinctive and localized product manufacturing. For instance, GSK is working in partnership with BioViserys in South Africa for clinical trials of “alpibectir” to treat TB, an infectious disease that is more common in Africa (Pharmaceutical Technology, 2024). For vaccine development, GSK has extended its partnership till 2034 with Zhifei for “Shingrix”, a vaccine devised for shingles (GSK, 2024). The stratified approach for different categories has helped GSK to earn £11.8 billion from specialized medicines and £9.1 billion from vaccines in 2024FY (GSK, 2025). These diverse manufacturing and R&D facilities strike a perfect contrast with the linear operating standards of MNCs and distinguish GSK as a TNC. 
[bookmark: _Toc216689668]2.2. Nature of Global Operations and Value Chain
The global operations and value chain of GSK follow a transitional network.
· Porter’s value chain analysis
a) Primary activities
R&D
A number of distant locations are used for R&D activities of GSK, such as the R&D facility in Hertfordshire, UK, which is dedicated to conducting studies on immunology and respiratory drugs (GSK, 2025). Three sites in Belgium (Wavre, Rixensart, and Gembloux) mainly focus on vaccine production (GSK, 2025). EE markets, such as India, are largely used for clinical trials by GSK, but India has more than 1800 R&D facilities run by foreign companies in 2025; hence, India can be exploited as an R&D center as well (Inductus GCC, 2025).  The stratified R&D approach of GSK requires localized regulatory compliance, instantaneous yet seamless synchronization, and competence of the R&D team. 
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Figure 4: Growth of global capability hubs in India
(Source: Inductus GCC, 2025)
Product manufacturing
The scattered manufacturing hubs, each dedicated to different product categories, of GSK serve its strategic intent to develop high-quality vaccines and specialty medicines as per regional demand. In 2025, GSK announced to invest £22.77 billion in SCM and manufacturing, out of which £0.91 billion was in incorporating AI, £1.29 billion in SCM networks, and £1.52 billion in manufacturing (Pharmabiz, 2025). 
Promotion and sales
Different marketing strategies are used by GSK, for instance, their sales representatives advertise products to local healthcare representatives (GSK, 2024). Marketing channels are extended directly to consumers along with the help of brands, such as Sensodyn and Voltaren, which offer them the highest financial returns (Orientation Marketing, 2025). 
b) Secondary activities
Procuring raw materials
GSK maintains a global SCM to procure raw materials such as “active pharmaceutical ingredients (APIs)” from low-cost countries to maintain competitiveness in the global market. In 2019, GSK procured 51% of raw materials from other countries for manufacturing their products (IJRRCEM, 2019).  For instance, GSK can procure raw materials from China, which is one of the largest producers of APIs in the world, and India, which has exported APIs worth £322.41 billion in 2022-2023-FY (The Hindu, 2023). 
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Figure 5: Value-chain analysis of GSK
(Source: IJRRCEM, 2019)
Funding and allocation of resources
GSK has to invest heavily in EE to make suitable R&D and manufacturing facilities. GSK invests handsomely in India because India contributes to 15% of the total revenue generated in EE for GSK, and India is the second-highest emerging market for GSK (Investing.com, 2023). GSK applies a tiered pricing structure in different markets. In affluent markets, GSK applies a value-based pricing strategy, but in low-income markets, an innovative pricing structure is applied. In lower-income markets, GSK forms partnerships to offer medicines and vaccines at affordable prices to eliminate economic barriers (GSK, 2025).
[bookmark: _Toc216689669]2.3 Key benefits of GSK from international operations
GSK has gradually expanded its business operations across 150 countries. This has given them a global presence (Gsk.com, 2025). This massive scale of operation has enabled the company to reach out to more than 2.6 billion people and positively influence their lives. GSK has also successfully reached out to 1.3 billion people in lower-income countries. From the VRIO perspective, these are valuable and rare aspects. 
Operations in multiple markets elevates their trust level among consumer, and lowers their risk level. GSK plc ranks 2 by Access to Medicine Foundation for pursuing best practices in business while operating globally (AccessToMedicineFoundation.org, 2025). 
GSK operates in emerging markets and advanced markets alike. GSK transfers knowledge to several subsidiaries and businesses, where a partnership has been built. For example, it transferred knowledge and technology for a paediatric vaccine to Fiocruz and Biological E. It also engages with the UN-supported Medicine Patent Pool to encourage voluntary licensing and technology transfer to low and middle-income countries. From the VRIO perspective, it is an inimitable capability.  


[bookmark: _Toc216689670]3. GSK’s Entry Modes
The OLI model or the Eclectic Paradigm is crucial to weigh out the advantages associated with FDI. Upon possession of sufficient OLI advantages, FDI can be pursued. Using this framework, businesses can assess firm-specific advantages that can be gained by expanding to a specific country. Especially for a pharmaceutical business-like GSK, which is research-intensive, evaluating aspects like ownership conditions, location favourability, and internal governance forms is critical.
[bookmark: _Toc216689671]3.1 How GSK Enters International Market: Entry Mode Analysis
GSK does not have a specific entry mode that is used across all company operations. Rather, it uses an agile approach. The entry mode is determined based on the market's nature. 
Joint Venture- GSK has announced a JV with the Biological E Limited company to develop different combinations of vaccines. These are developed specifically for India and other developing countries (Gsk.com, 2025).  GSK formed a JV with Jiangsu Walvax Biotech Company, especially for the local manufacturing of paediatric vaccines that are to be used in China (Gsk.com, 2025). 
Strategic Alliance- The strategic alliance is an entry mode characterized by the collaboration of companies. Azis et al., (2023) state that these companies possess a common goal. GSK has a long-standing partnership with Fiocruz and ViiV Healthcare of Brazil. These partnerships are developed for developing treatment for dengue, HIV, malaria, and other tropical diseases. GSK specifically transferred the Synflorix Pneumococcal vaccine as part of the technology transfer in the alliance. GSK forms a strategic alliance with Dr. Reddy Laboratories for the development and marketing of generic drugs in India (Gsk.com, 2025).  
Strategic Acquisition (incremental internationalisation)- This entry mode is characterized by market entry through the purchase of an entire company. This not only gives access to the market, but its customer base as well (Tyukhtenko et al., 2024). GSK acquired Phoenix Laboratories. This enabled GSK to gain access to the Argentine market and broader Latin America market and portfolio expansion with generic medicines (Gsk.com, 2025). GSK also acquired Novartis to further strengthen its position as a leading vaccine manufacturer and strengthen its oncology portfolio (Gsk.com, 2025). GSK acquired a 75% stake in Hindustan Unilever to increase its strong hold on the consumer healthcare segment (Gsk.com, 2025). 
GSK does not limit itself to a single mode of entry. Even in a single country, different modes of entry in different domains exist. For example, in India, GSK uses Strategic acquisition for consumer healthcare, whereas strategic alliance is used for drug development. Overall, the dominant mode of market entry can be stated as partnership-based entry. This is done mostly through joint ventures and strategic alliances. 
[bookmark: _Toc216689672]3.2 How GSK Entered in Indian Market – OLI Framework Analysis
[bookmark: _Toc216689673]3.2.1 Ownership Advantage
GSK possesses a stronghold on its patent portfolio. They have 143000 patents focusing on oncology, immunology, HIV, and infectious diseases (Gsk.com, 2025). This forms the key advantage within the ownership aspect for GSK. GSK also enjoys global recognition and a strong research and development team with sufficient resources to support it.  The rich knowledge possessed by the company in the four core areas it operates gives it a specific business advantage. This is supported by Garavito Hernandez and Rueda Galvis (2021), who state that patents support business expansion and their profitability from the sale of products. In addition, Tulum et al., (2022) states that GSK has strong pharmaceutical technology capability, especially in the domain of immunology and oncology. This tacit knowledge becomes hard to imitate by competitors. 
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Figure 6: The four major therapeutic areas of GSK
(Source: Gsk.com, 2025)
Transfer of these ownership advantages to the Indian market does not automatically guarantee success. Several aspects need to be considered. Firstly, taking into consideration the Indian pharmaceutical market, it can be stated that this sector is rapidly evolving. Within the countries, the pharma sector ranks as a leading sector. Even the government policies focus on capacity building and self-reliance, which contributed to the boost in the pharmaceutical segment (Festa et al., 2022). 
Secondly, the Indian consumers show a strong preference for generic drugs. 70-80% of the market volume is dominated by generic drugs, which do not belong to any specific leading brands. Ajetunmobi and Laobangdisa (2024) state that this preference comes from a perspective of the affordability of consumers belonging to developing nations. Vitales et al., (2024) also add that preference towards generic medication is a result of low awareness in developing nations. All of these aspects give GSK strong competition within the local market. 
Thirdly, the Indian Patent Law, Section 3(d), is another challenge for GSK. According to this law, it is difficult to patent minor drug improvements (Ipindia.gov.in, 2025). This has a negative impact on the incentive generated. It also greatly affects the patent advantage possessed by GSK.
GSK separated its consumer healthcare domain to Haleon, so that it can exclusively focus on developing speciality medicines and vaccines. This results in narrowing down their portfolio, which is an advantage to fortify their position within India. Therefore, the ownership advantage can be reaped when GSK has a strong competitive oversight and navigates the Indian legal landscape carefully. 
[bookmark: _Toc216689674]3.2.2 Location Advantage 
The UK-based pharma company encounters several location advantages when considering India. Firstly, the Indian population is growing rapidly. Cancer is a disease that is of great concern in India. The economic burden associated with the disease is on the rise. In 2020, the incidence of cancer was 13.92 lakhs, whereas in 2025 it was 15.69 (Indianexpress.com, 2025). 
Secondly, even the labour force available in India is heavily skilled. The high density of skilled health workers increases the scope to gain access to labour at affordable rates (Karan et al., 2021). 
Thirdly, Desai et al., (2021) state that the majority of the clinical trials are conducted on patients belonging to low-to middle-income families, due to easy acceptance. This also proves to be advantageous for the company. All of these become lucrative opportunities for businesses wanting to invest.
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Figure 7: Cancer incidence in India
(Source: Indianexpress.com, 2025)
In contradiction to the advantages mentioned above, there are some location-based disadvantages as well. Firstly, the price of drugs is heavily monitored and controlled by a governmental agency. The National Pharmaceutical Pricing Authority controls the price of drugs available and distributed in India (Nppa.gov.in, 2025). The body was primarily made to keep drug prices affordable for consumers. Drugs related to cancer also encounter this price challenge. This creates a challenge in receiving adequate revenue for GSK. 
Secondly, the time for approval of drugs in India is historically slow. In order to eliminate this drug lag, the Central Drug Standard Control Organisation has proposed to streamline drug approval within 45 days, but it has yet to be implemented. 
Thirdly, Rathod (2022) states the significant amount of patent opposition that occurs within India, by the civil society groups. This paves the path for generic medicines within the Indian market, and pressurises companies to lower their prices for life-saving drugs. This lowers the effectiveness of GSK patents in India. 
Therefore, even though India provides GSK a large market with growing patients needing cancer drugs, the institutional risks are significant. 
[bookmark: _Toc216689675]3.2.3 Internalisation advantage
Sharing of critical knowledge and technology related to cancer drug development bears several risks. Silva (2021) states that there might be a risk of opportunism, where the knowledge is either imitated or leaked for unethical gains. Considering this risk, GSK has often been seen to select options like joint ventures, where the strategic oversight of the company is very strong. In such situations, it is optimal to outsource commercial marketing activities while retaining control over the drug manufacturing processes. 
Through assessment of all three OLI aspects, it can be stated that GSK has a stronghold on patents; it needs entry modes that are highly regulated. On the contrary, even though a wholly owned subsidiary also offers high control operating amidst the regulatory volatility of India makes it risky. Therefore, in order to balance the risks, partnerships or joint ventures are most suitable for GSK in the Indian context.


[bookmark: _Toc216689676]4: Critical Evaluation of Cultural Differences
[bookmark: _Toc216689677]4.1 Cultural profile comparison
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Figure 8: Hofstede’s cultural profile comparison between the UK and India
(Source: Hofstede Insights, 2025)
A Power Distance (PDI) score for the UK and India is 35 (low) and 77 (high), respectively. It reveals that a conflict between egalitarian (UK-based) and hierarchical (India-based) cultures is expected in the international expansion process. On the other hand, a high (76) individualism score for the UK and a low (24) score have been found from the analysis. Its implied differences in performance management between individualist and collectivist cultures (Malik et al., 2021). Hence, GSK is required to shift its reward structure from individual-centric to group-based recognition. In terms of “motivation towards achievement and success”, a slight difference in score between the UK (66) and India (56) can be noticed. As a consequence, a moderate alignment in competition-driven culture in both countries can be noticed. Both countries have shown low uncertainty avoidance (UK:35; India:40), which indicates the scope of developing an adaptable operating environment. 
In addition, as per Hofstede’s cultural dimension analysis, the long-term orientation for the UK and India is 60 (high) and 51 (moderate), respectively. A moderate difference can be beneficial for GSK in expanding or re-entering the Indian oncology-based pharmaceutical market. The long-term orientation also helps in managing stakeholder expectations while R&D activities take time to generate credible results. Finally, the UK has been viewed as an indulgent culture (IVR: 69) while India is recognized as a restrained culture (IVR: 26). This implies that employee expectations and motivation strategies for GSK in India are required to be modified based on varying social norms and discipline (Sandhu and Chanana, 2025). In terms of leadership style, a situational leadership style has to be preferred to delegate responsibilities as per the given context. 
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Figure 9: Trompenaar’s Corporate Management Culture
(Source: Francis, 2024)
To compare cultural profiles between the home country and host country for the UK, an application of Trompenaars’ cultural dimension and ‘corporate management culture’ frameworks has been ensured. In the context of ‘universalism vs. particularism’, UK culture has shown high universalism while the Indian culture has been aligned with high particularism (Khalique, Madan and Puri, 2023). Hence, a major conflict may occur in developing SOPs and forming a homogenous corporate culture for GSK in India. For example, it is necessary to develop trust and personal rapport along with following formal compliance norms in the Indian context. On the other hand, a focus on hierarchy to develop a ‘chain of command’ during task completion has to be considered for GSK in India. A moderate rate of formalization based on a combination of ‘task-emphasis’ and ‘person-emphases has been considered in developing an appropriate corporate culture in India. 
[bookmark: _Toc216689678]4.2 Impact on market entry strategy
An in-depth understanding of the corporate culture assisted in the development of a ‘specialised market entry’ strategy for GSK has been considered while re-entering oncology-based pharmaceutical operations and supply in India. A ‘tiered-pricing’ structure and ‘innovation-led high-impact therapies’ have been considered as the company has announced the launch of “Jemperli” and “Zejula” (The Times of India, 2025). These two precision therapies have been aimed at treating gynaecological cancers (ovarian and endometrial). Based on the existing culture and scope of expansion of GSK in India, a patient support initiative (‘Phoenix’) has been considered. The market entry (re-entry in the oncology division) has adopted a strategy of repositioning GSK’s business and product portfolio in India. Initially, domestic manufacturing has been reinforced while developing a specialty/oncology platform. 
Apart from that, the past market entry decisions for GSK in India included the acquisition of BDH Group Limited. As the brand has existing operations in other domains, its new entry into the oncology pharmaceuticals division can be best suited with the acquisition-based “incremental internationalisation” model. As sustained innovation and HCP contributed to 9% revenue growth in FY 2024-25 for GSK India, a focus on collaboration with third-party partners (“Contract Manufacturing Organisations” - CMO) has been considered to improve the outcome of the distribution network (Annual Report, 2025). It allows a rapid scope of delivery of oncology therapeutic medicines through 20 CMO partners and 6,000 stockists associated with 26 nationwide warehouses (GSK India, 2025). Based on the cultural aspects, digital tools similar to the ‘VaxiKart app’ have to be developed to ensure online access to oncology therapeutic solutions. 
[bookmark: _Toc216689679]4.3 Impact on potential for success (post-entry)
In terms of developing marketing and sales operations to address the demands of a collectivist culture, such as India, a focus on sales model adaptation and the development of the doctor-patient relationship has been considered. GSK has been focusing on gaining institutional credibility as quality certification of the launched products is promoted through brand websites and social media channels. Moreover, knowledge base and awareness of GSK’s oncological solutions are expected to be increased due to collaboration with doctors and other members of medical communities in the marketing process. An active engagement of healthcare professionals (HCPs) is expected to contribute to a further streamlined supply chain for GSK (Gomez-Sanchez et al., 2021). Formalised access and structured transactions can lead to further credibility of the product launch in the oncology treatment sector. 
In addition, word-of-mouth marketing can play a vital role in a collectivist culture (India) so that GSK’s solutions can be integrated into long-term treatment initiatives for the targeted Indian patients. Adoption of the “Anti-Bribery and Corruption” (ABAC) programme can lead to increased trust of stakeholders in the pharmaceutical industry (KPMG, 2025). An ethical positioning of the brand can be developed to increase long-term prescription success by 15% in a trust-based ecosystem (Bourcier-Béquaert, Baïada-Hirèche and Sachet-Milliat, 2020). On the other hand, HRM practices can be modified as there is a scope for implementing directive leadership styles to provide clear instructions to the hierarchy. As India offers a high-PDI environment, ‘psychological safety’ and ‘accountability for impact’ have to be ensured. A need for considering constructive feedback in performance reporting can ensure transparency in company operations in India. 

[bookmark: _Toc216689680]5: Recommended SOP adjustment for success
[bookmark: _Toc216689681]5.1 Rationale and context
The rationale for developing SOP is to address organisational change as it plans to enter (or re-enter) an international emerging economy/market (India). An application of Lewin’s change management model has been considered for GSK as it follows an ‘incremental internationalisation’ strategy in India. In the ‘unfreeze’ phase, a repositioning strategy has to be focused on organisational operations as it enters high-value speciality segments, including oncology. In the change process, GSK has to implement “innovative pricing models”, “patient assistance programs” and “digital marketing initiatives” to increase awareness of oncology-related speciality drugs such as Jemperli and Zejula (Ghangurde, 2024). 
Use of tiered pricing has been considered to address affordability issues in the Indian pharmaceutical sector. Use of phased payment plans is also expected to purchase rate of the therapeutic drugs. Finally, in the refreeze phase, institutionalising new practices is expected to develop supply chain resilience as two new speciality drugs are introduced in the distribution network (Memon, Shah and Khoso, 2021). The market positioning for GSK India should allow more scope for continuous innovation investments. 
[bookmark: _Toc216689682]5.2 Recommended adjustment 1: Ethical Marketing and HCP engagement
The global SOP for GSK prevents gifting or providing financial incentives to doctors to maintain integrity in applying a science-led communication model. As per the OLI framework, the communication model provides an ownership advantage for GSK. However, in the case of expanding into collectivist cultures such as India, it can lead to developing an impersonal stance and limit marketing effectiveness in the relationship-driven Indian pharmaceutical market. On the other hand, domestic firms can rely on transactional promotional practices, which may imply prescription resistance for GSK-manufactured products. Hence, a recommendation of marketing the brand as a ‘trusted advisor’ can maximise the outcome of relationship-based engagement in the Indian pharmaceutical market (Rasheed et al., 2025). 
· Non-promotional community support
It is recommended for the GSK India sales team to dedicate 25% of contact time to engaging with GSK-sponsored ‘Community Health Initiatives’ (CHI). It can lead to a transition from a ‘transaction approach’ to the development of an ‘institutional relationship model’ for doctors and medical staff (Kumar et al., 2024). Use of digital health monitoring tools has further increased engagement from community members and individuals from the medical community in promoting oncology-based solutions such as Jemperli and Zejula. 
· Medical Education Partnership
Engagement of doctors with GSK products in the oncology section can be maximised by introducing accredited ‘Continuous Medical Examination’ (CME) workshops for the medical fraternity. Use of a clinical research partnership can lead to 15-20% greater penetration of the mentioned drugs among the targeted patient communities (Festa et al., 2021). 
· Documentation of scientific dialogue
For every HCP visit, GSK India executive teams are expected to record detailed documentation of the engagement process. It can include inputs from doctors about the scope of further use of existing drugs or other insights to improve the effectiveness of R&D outcomes based on oncology patient responses. 
[bookmark: _Toc216689683]5.3 Recommended adjustment 2: Focus on internal communication and performance management 
An analysis of current challenges in the ‘incremental internationalisation’ process for GSK India has highlighted the issue of high PDI. It has resulted in minimal consideration of upward feedback from ground-level workers. In alignment with global GSK practices, a 360-degree feedback has to be implemented to ensure transparency and contribute to agility in organisational decision-making. The company has to make changes to administrative policies so that it can make a strategic shift from a low-PDI environment (UK) to a high-PDI environment (India). It has been found that cultural misalignment reduces organisational productivity by 23% (Festa et al., 2020). It can be adjusted with the necessary modifications in internal communication. 
· Use of an anonymous digital feedback platform
In terms of SOP for GSK India, it is recommended that a third-party anonymous digital feedback tool be implemented in performance reviews. It can lead to a better understanding of concerns associated with management effectiveness while distributing the oncology-related drugs in India. As disciplinary action can be taken in case of poor performance of subordinates, it can lead to standardisation of marketing, sales and HCP engagement efficiency for GSK teams.


· Development of cross-functional project teams
In a multicultural environment, delivering value through multi-stakeholder projects can be achieved for GSK India through developing short-term project-specific cross-functional teams. It has been found that task-based leadership reduce compliance violation risks in product innovation by 16% (Vasudevan, 2025). Besides, decentralised decision-making has to be followed to develop local leadership quality. It can further contribute to developing a feedback-based and psychologically safe work environment for employees. 
· Developing an approach of ‘leader-as-facilitator’
A ‘leader-as-facilitator’ approach has been recommended as a communication model so that managers can be trained to appropriately engage with HCP to improve the distribution of oncology-related drugs for GSK. Use of team-based suggestions can contribute to making incremental improvements in product innovation and ensure cultural alignment with the Indian corporate culture. Integrating location-specific intelligence with global SOPs for GSK has been recommended to increase the efficiency of internal performance management. 
[bookmark: _Toc216689684]5.4 Recommended adjustment 3: Focus on supply chain integrity
Linking GSK India’s current scope with the findings of the OLI framework, it can be said that a ‘location-based’ disadvantage is experienced due to a fragmented supply chain. As a result, the company has to develop partnerships with multiple third-party CMOs. As product quality and ethics in the pharmaceutical manufacturing process, it is necessary to strictly prevent counterfeiting and cold chain breaches. It further maximises the risk of violation of ABAC protocols. In the context of enhancing GSK’s internationalisation advantage, it is recommended that due diligence of suppliers and vendors in the Indian network be performed. Partnering with stakeholders that follow sustainability and ethical distribution norms can lead to increased supply chain integrity for GSK. 
· Adopting SET protocols
To enhance the transparency and efficiency of SCM operations for the distribution of Jemperli and Zejula for GSK India, the use of “serialised e-tracking” (SET) facilities is recommended (Nwador, 2025). It can lead to the inclusion of a traceable ID on each pack of drugs being manufactured and transported. Hence, it is directed at improving supply chain integrity as it offers a scope of creating a “digitally enforceable chain of custody” that can assist GSK to reduce the risk of counterfeiting. In the present context, the adoption of technology can further contribute to the ownership advantage associated with brand integrity. 
· Cold Chain compliance
In case of transferring specific oncology-related drugs marked as temperature-sensitive products, a ‘continuous data logging’ under cold chain compliance is recommended. The SOP is expected to implement a zero-tolerance policy for any product being transferred at a temperature beyond the temperature threshold. It helps in maintaining quality in 99% of temperature-sensitive consignments (Joseph, 2024). Mandated GPS-tracking of the refrigerated containers used in SCM operations for GSK can further contribute to supply chain integrity. 
· Risk-tiered due diligence
Following the “Third-Party Risk Management” promotes due diligence of all third-party engagements for GSK India while considering ABAC audit standards. Risk-tiering criteria have to be set that can have an allowable range for scrutiny. Based on the communication standards followed for 24,000 global GSK suppliers, a progressive embedding of GSK contractual principles is recommended. On the other hand, as digital tools are preferred in marketing, cybersecurity tiering has been recommended. As a continuation of existing practices at GSK India, “risk-based, quantitative TPRM” (TPRM 2.0) can be integrated to consider AI-based recommendations to mitigate supply chain risks (GSK, 2025).


[bookmark: _Toc216689685]6: Conclusion
The report has highlighted key aspects involved in the decision-making process for international expansion or market entry for a transnational brand (GSK PLC, UK). In aligning company activities with the international business framework, Porter’s Value Chain analysis has been considered. An analysis of traditional market entry modes has been conducted to show how GSK has entered the Indian market through acquisition. Several entry modes, including joint venture, strategic alliance and strategic acquisition, have been discussed. In the present case, it is following the ‘incremental internationalisation’ model to enter (or re-enter) the division of oncology-related pharmaceuticals. Information about R&D, product manufacturing, sourcing raw materials and resource allocation has been presented and analysed through the framework to develop GSK’s competitive advantage in the Indian market. A VRIO-based benefit analysis for GSK India has been presented in this market entry process. 
In addition, the use of the eclectic paradigm (OLI framework) has been preferred to show how ownership of product IPs or manufacturing plants increased ownership advantage for GSK. A multi-varied portfolio has also contributed to knowledge transfer and following similar project schedules in developing oncology-related medicines. Also, location and internationalisation advantages have been strategically discussed for GSK. On the other hand, as a difference in culture is expected to be experienced for GSK in the home country (UK) and the host country (India), an analysis of Hofstede’s cultural dimensions and Trompenaar’s corporate management culture has been presented. Based on the findings, three key recommendations for modifying SOPs have been presented to provide a complete overview. 
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